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JUSTIFICATION FOR THE RAISE IN PRICES 


Very few complaints have come to headquarters 
regarding the raise in unit price from $1.25 to 
$1.50. The few that have come in give evidence of 
two things: first, that some lithographers do not 
do a good selling job, but still solicit orders on 
a low, ruinous price basis; and second, that the 
buyer has received no explanation from the photo 
lithographer as to the justification of the price 
raise. 


Some photo lithographers have not signed the 
President’s Re-employment Agreement. They have not 
given their employes the benefits intended for 
them under the PRA. They evidently do not intend 
to back up our president in the ‘New Deal’. The 
New York Photo-Lithographers Association, as we 
understand it, exists for the benefit of both 
employe and employer. Both have suffered long 
from unfair competition. Photo Lithographers who 
have not cooperated with the President by signing 
the PRA are either very short-sighted or extreme- 
ly greedy. 


Increases in prices are imperative in every 
field. Of course, the jump should be based on in- 
creased cost of materials, labor, shorter hours 
and other important factors. The fact that paper 
has jumped several times in price, that labor 
should be receiving higher wager under the PRA, 
that a 40 hour working week increases costs--these 
facts should at once give a buyer an explanation 
of the price raise. 


In your estimate to a prospect you should 
give some reason for your increase in price. The 
material in the paragraphs below, stated in your 
own words, will give the buyer some justification 
for the last increase in unit price. 


We have now been working for some time under 
the President’s Re-employment Agreement and the 
terms of our proposed code are reasonably clear as 
to future costs. Our cost records have been cor- 
rected and brought up to date with the result that 
@ new scale of selling prices has been determined 
upon, in order that we may not violate the clause 
of the PRA under which we have agreed not to sell 
below cost. 


We believe that most anyone familiar with the 
prices for Photo-Lithographic work, obtainable 
during the past two years, will agree that they 
have shown a loss to the producer. 


Fortunately, this method of obtaining busi- 
ness is no longer permissable and we feel sure 
that the fair prices which we are now asking will 
pens to the benefit of our customers as well as 

urselves, 





SALES IDEAS 


Photo Lithography can be used to produce 
Newspapers, Trade Papers, and High School and Col- 
lege Publications. 


The New York Times has been working on a 
proposal to reproduce complete issues of the 
‘Times ' in small reduced size for use in librar- 
ies. The space taken up by the large issue, and 
the difficulty in handling over and over the cum- 
bersome full-sized issue, and the fact that the 
smaller issue can be produced on special bond 
stock - these facts, it seems, should provide 
sales ideas for photo lithographers. 


Catalogs are costly. Many manufacturers who 
today cannot afford to get out a catalog would be 
interested in a catalog produced in photo litho- 
graphy. A catalog containing halftones of the 
merchandise to be sold, with the description of 
the merchandise in offset, produced at photo 
lithography costs should serve many a manufacturer 
or dealer. 


QUALITY 1S IMPORTANT 


Some samples of photo lithography material 
produced by plants in this Metropolitan Area give 
evidence of the craftsmanship now evident in many 
of our offset plants. Some pieces have come to 
hand which do not reflect credit on the house 
mailing out the material. Slovenly produced work 
not only reflects on a house producing it but 
Plays havoc with the entire industry. 


In a field of competition where trade prac- 
tices and prices are on an even keel, the litho- 
grapher whose product gives evidence of careful 
planning and good execution has by far the edge 
on the field. 


Some of the Advertising pieces sent out re- 
cently by photo lithographers which should produce 
dividends include: 


1934 Calendar - Polygraphic Company of 
America, Inc. 


1934 Calendar - National Process Company 


Broadside - Kipe Offset Process Co. 
Map - Acme Prioto Offset, Tne. 
Broadside - Sackett & Wilhelms Litho- 


_ graphing Corporation. 





“Every man should devote some part of his time to the bul lding up of the industry or profession of which 


he is a part." 





-THEODORE ROOSEVELT 
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CODE OF ETHICS 22 x 3 Harris offset press, a Eureka Photo-com- 


A Committee has been appointed by the Board 
of Directors to draft a Code of Ethics for our 
Association. The Committee, James Gray, L.B.Ro- 
senstadt, J.83.Smith, Jr. and E.D.Wilson, invites 
you to submit ideas as to material which should be 
considered in drafting a Code of Ethics. 


MUSIC PRINTERS 


The National Music Printers and Allied Trades 
Association has furnished your headquarters with 
prices now being quoted in the Metropolitan Area 
for lithographing music work. -The Music Printers 
are a Product Group under the Graphic Arts Code. 
The officers of the Association are: President, 
William E. Zabel, Zabel Brothers Company, Inc., 
Philadelphia; Vice President, William R. Teller, 
Jr., Robert Teller Sons & Dorner, New York; 
Treasurer, William T. Small, John Worley Company, 
Boston; Secretary, Gilbert J. Clappin, C.&C. 
Music Printing Corp., New York. 


COMPLAINTS 


Before a complaint can be investigated, head- 
quarters should have information as to the name of 
the prospect, the name of the firm doing the work, 
and an accurate description of the work to be done. 
To merely phone headquarters and say that someone 
has come in from the street and asked for a quota- 
tion and after you have quoted them that they 
state to you that they can have the work done at 
half the price, is far from sufficient date on 
which to base a complaint. Several such com- 
plaints have come to headquarters. 


INSURANCE WORK 


Complaints were registered with the Executive 
Secretary of this Association early in December 
against photo lithographers handling the work re- 
quired by Insurance companies. All of the cases 
mentioned were not complaints but some were in- 
quired into simply to secure accurate information 
as to the account. The Secretary wrote to con- 
cerns in Boston, Washington and New York to secure 
a fairly complete picture of how the business was 
secured, and what prices were quoted on the work. 
Almost all of the concerns cooperated fully in 
showing estimates, contracts and other material 
requested by the Secretary. In fact, in some in- 
stances the concerns contacted sent their complete 
files to the Secretary’s office. 


A resume of the complaints investigated has 
been furnished the companies who cooperated in 
these matters. Suggestions submitted as to how an 
even cleaner competition were summarized in the 
report. 


As this was the first attempt to secure coop- 
eration, and because no one was charged with the 
responsibility of securing this cooperation, some 
of the business was taken below agreed prices. 


However, it is felt that progress has been 
made in the right direction. Let us secure a 
greater degree of cooperation for the coming year. 


PRINTERS LITHO COMPANY ORGANIZED 
A new plant has been started in New York for 


trade work under the name Printers Litho Company, 
480 Canal Street. D.Lisiansky is president and 


the complete equipment includes a 36 x 48, and a 





posing machine, a 24" camera, a 48 x 60 vacuum 
printing frame and a Fuchs & Lang whirler. 


BARNES ADD OFFSET PRESS 


Barnes Press, 350 West 3lst Street, have 
added a Harris offset press, 28 x 42, to their 
equipment. Plate making equipment may be added 
—* The company expects to specialize in color 
work, 


OPEN PRICE REPORT PLANS 


To thoroughly familiarize our membership with 
the limitations, as well as the privileges, of the 
Accounting and Cost Finding provision of the Code, 
we publish paragraphs (e) and (f) of Section 26 of 
the Code for the Graphic arts Industries which 
read as follows: 


"(e) Open Price Plans 
A National Product Group, a National Code 


Authority, or any specialized or regional group of © 


establishments within the jurisdiction of a Na- 
tional Code Authority, may adopt an Open Price 
Plan, which shall become effective not less than 
ten (10) days after adoption, provided any such 
plan substantially conforms to the provisions 
hereinafter set forth, does not permit selli 
below cost as cost is defined in paragraph (e} of 


this Section, and, further, conforms to such rules | 


and regulations as the National Product Group or 


National Code Authority ccncerned may from time to | 


time prescribe subject to the review of the Na- 
tional Graphic Arts Coordinating Committee. 


1. Within ten (10) days after the effective 
date of any Open Price Plan, each establishment, 
unless excepted by the provisions cf such Plan, 
shall file with the National Product Group or Na- 
tional Code Authority concerned a list giving the 
complete schedules of prices and/or departmental 
hourly rates and production standards used and/or 
cost determination echedules and/or catalogues as 
such plan may require together with terms and con- 
ditions of sale of products included in such Open 
Price Plan and offered for sale by such establish- 
ment, which list shall become effective in not 
less than seven (7) days after the date so filed 
and shall remain effective until revised as here- 
inafter provided. 


2. An establishment having filed a list with ~ 


a National Product Group or a National Code Auth- 
ority may revise, change or modify such list by 


filing with the National Product Group or Nationa] ; 


Code Authority concerned a revision of such list, 
which revision shall become effective in not less 
than seven (7) nor more than ten (10) days after 
the date so filed. 


3. An establishment filing a list or a re- 
vision of a list shall at the same time furnish 
the National Product Group or National Code Auth- 
ority concerned such copies thereof as may be re- 


quired, and the National Product Group or National — 


Code Authority shall within five (5) days after 

the filing of the list or revision thereof make 

same available to all interested persons in such 
manner as may seem most practicable. 


4. No establishment shall sell or offer to 
sell any product covered by such Open Price Plan 
to which it is subject at a price or prices lower 
or upon terms and conditions more favorable than 
stated in the list or revision thereof filed by 
it as hereinabove provided. However, for a period 
not exceeding ten (10) days after the effective 
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sell as low as any price specified in such revised 
list. 


Any such Open Price Plan may be modified, 
discontinued or dissolved at any time by the grovp 
or body originally adopting same, written notice 
of which action shall be filed with and made 
available by the National Product Group or Nation- 
al Code Authority concerned. 





or 
: All rules and regulations governing an adop- 
» ted Open Price Plan and all lists filed thereunder 
shall be subject to the review of the Administra- 
tor. 
"(f) Guides of Fair Value 
; Based on such accurate records and statistics 





as it may compile and/or other acceptable data and 
information and subject to the review or approval 
thereof of the National Graphic Arts Coordination 
Committee, a National Code Authority may publish 
or approve for its Industry or for any defined geo- 
graphical area price determination schedules for 
as many kinds and classes of products of its es- 
tablishments as may be desirable and practicable, 
and a National Product Group may publish or ap- 
prove price determination schedules for any pro- 
duct or products with which it is identified. Such 
schedules when approved shall serve as guides of 
fair value." 


TRADE PRACTICES AND MINIMUM COST SCHEDULES 
FOR SPECIAL KINDS OF WORK 


Trade practices and minimum costs for various 
kinds of work will be set up from time to time. 
Special equipment, a technical knowledge and many 
other factors make it imperative that protection 
be afforded photo lithographers who set up to 
handle a special kind of work. 


It is not the intention of these special 
groups to restrict the field to a favored few, or 
to fix prices, but rather to protect their invest- 
ment against competition from a lithographer who 
does not know his costs nor the work operations 
involved and other demands made by the customer 
for the work concerned. 





Trade Practices and Minimum Cost Schedules 
should be considered in quoting on Insurance work, 
) Tariff work, Book work, etc. If a photo litho- 

; grapher intends entering competition for this 

“h special work he should join in formating the 
policies of these groups. Further, every Area 

a Association should include in its local Trade 

7 Practices a statement recognizing these matters 
and it should be understood among photo litho- 

graphers that it is unethical to enter into compe- 

tition for this special work except under the 

Trade Practices and Minimum Cost Schedule adopted 

for the work concerned. 





PHOTO LITHOGRAPHERS WHO ARE WILLING TO COOPERATE 


- It is interesting to know who, among the pho- 
11 to lithographers, are playing ball in establishing 
3 Area Associations to prepare for the NRA Code. 
q The Code has been so long delayed that some are 
4 dubious as to whether we shall ever have one, but 
even if we never have a Code, the organization 
work which has been undertaken in the Eastern 
Areas should go far toward developing a cleaner 
‘ competition and better working conditions for both 
r employer and employe. 





There are those who feel themselves too big 
to work in an Association, and then there is an- 
Other group, the little fellow, who feel that the 
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date of any revised list, any establishment may expense of belonging to an Association outweighs 





3 





the benefits to be gained. To the big fellow we 
can.only say, You stand to gain in the proportion 
that your business bears to the little fellow and 
if you won’t cooperate all we can do is to wait 
until we get a Code. 


To the little fellow we say; Consider the 
benefits already gained for you in competition. 
The dose of “raise your price from the red to the 
black" medicine already administered has put many 
patients on their feet. Certainly it takes but a 
few orders to cover the costs of supporting a 
local Association. 


We believe every photo lithographer and the 
buying public should know who is playing ball. 
We believe the buyer of photo lithography will 
respect those who have banded themselves together 
to drive out of the field the chiseler and the 
unethical few within the industry. For that rea- 
son we publish herewith a list of photo litho- 
graphers who, by joining local Area Associations, 
have given evidence that they want to play the 
game as it should be played. The Area Associa- 
pee tae organized and the membership of each 
ncludes: 


NEW ENGLAND PHOTO LITHOGRAPHERS ASSOCIATION 
E.V.WILSON, EXECUTIVE SECRETARY 
Alden Press 
106 Friend Street 
Boston, Mass, 
Bailey Press, 
29 Otis Street 
Boston, Mass. 


Boston Planograph Company 
289 Congress Street 
Boston, Mass. 


Court Square Press 
1000 Washington Street 
Boston, Mass. 


A.T. Howard Company 
9 Knapp Street 
Boston, Mass. 


Spaulding-Moss Company 
42 Franklin Street 
Boston, Mass. 


John Worley Company 
166 Terrace Street 
Roxbury, Mass, 


NEW YORK PHOTO LITHOGRAPHERS ASSOCIATION 
W.E.SODERSTROM, EXECUTIVE SECRETARY 
Acme Photo Offset, Inc. 
599 Eleventh Aveme 


Ardlee Service, Inc. 
239 West 39 Street 


DeVinne Hallenbeck Company, Inc. 
80 Lafayette Street 


Finley Photo Print Co., Inc. 
228 East 45 Street 


Gray Photo-Offset Corp. 
216 East 45 Street 


K.L.M. Process Company 
305 East 45 Street 


Laurel Printing Co. 
480 Canal Street 
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75 Varick Street 


Newark Lithograph Company 
227 High Street 
Newark, N.J. 


New York Lithographing Company 
37 East 18 Street 


Photo Litho Service, Inc. 
145 Hudson Street 


Photo Reproduction Corporation 
100 Sixth Avenue 


Polygraphic Company of America, Inc. 
304 East 45 Street 


Sackett & Wilhelms Lithographing Corp. 
Thomson Avenue & Manley Street 
Long Island City, N.Y. 


John S,. Swift Co., Inc. 
230 West 17 Street 


Robert A. Welcke 
6 Varick Street 


PHILADELPHIA PHOTO LITHOGRAPHERS ASSOCIATION 
M.ALAN CROSS 


EXECUTIVE SECRETARY 
Breuker & Kessler Company, 
7th & Arch Sts. 


Brownell Photo-Lithograph Co., 
30 North Sixth Street 


Dando-Schaff Printing & Publishing Co., 
2201 Arch Street 


Dunlop Printing Company 
Juniper & Cherry Sts. 


Engineers Publishing Company, 
310 North Eleventh Street 


PITTSBURG PHOTO LITHOGRAPHERS ASSOCIATION 


R.M.COLLINS, EXECUTIVE SECRETARY 
(Membership being enrolled.) 


eS  —OOeme—eE=onaoeoeom_OEQ_WPPPOo@oDV_ 


National Process Company, Inc. Se ae Company _ 











845 Haddon Avenue 


W.T. Peck & Company 
1304 Race Street 


Penn Lithographing Company 
47th & Westminster Sts. 


Renninger & Graves 
1311 Sansom Street 


Zabel Brothers Co., Inc. 
5th & Columbia Avenue 


WASHINGTON GRAPHIC ASSOCIATION 
LOUIS B.MONTFORT, EXECUTIVE SECRETARY 
Columbia Planograph Co. 
52 L Street, N.E. 


Federal Lithograph Co. 
1529 Seventh Street, N.W. 


C.B. Guthrie Tariff Bureau, Inc. 
1150 First Street, N.W. 


Kirby Lithograph Co, 
1220 F Street, N.W. 


National Lithograph Co. 
1225 25th Street, N.W. 


Patent Reproduction Co. 
514 Tenth Street, N.W. 


Polygraphic Co. of Washington 
930 H Street, N.W. 


A.L. Sauls Planograph Co. 
909 E Street, N.W. 


Washington Planograph Company, Inc. 
1220 North Capitol Street 


Webb & Bocorselski 
930 H Street, N.W. 





our President in the New Deal. 


A LETTER FROM N.R.A. HEADQUARTERS 


"Dear Mr. Soderstrom: 


N.R.A. Headquarters in Washington has taken note of the endeavors of our local Association to back up 
In an exchange of correspondence they write us: 


Thank you for your letter regarding the success of the National Recovery Program. 


We wish to assure you of our appreciation of the interest you are showing and we want you to 


know it is just such enthusiasm as yours on wnich we are counting for the success of the 


program planned by the Administration. 


ss 


es ” 








With continued cooperation of all throughout the country, the success of the Administration’s | 


drive against the depression is assured and within a very short time living conditions will 


be much more agreeable for everyone. 


Very truly yours, 
Frank Bentley, Jr." 


: 











LQ OTN ~I oH fn DS £0 AA LL 











— woe 


ODNMWOMNFPOMOrH 


























PHOTO LITHOGRAPHERS NEWS 








PHOTOSTAT PRICES 





It has been said that some photo lithographers come into open competition with photostat houses. 
Except in a few instances, it is difficult to understand how competition will be serious between a 
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photo lithographer and a photostat printer. 
are fair prices for photostat prints, we publish herewith prices quoted in this area: 
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However, so that lithographers in this area may know what 
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PHOTOSTAT PRICES-Concluded, 





Minimum Invoice Charge 50¢ Binding, Pasting, Retouching A labor charge of 
$1.50 per hour 
Glossy Prints 984xll and 11x14 -- Add 50% to minimum charge 25¢ 





regular prices 
Change of Size Copies made from negatives fur- 














Reverse Position $1.00 additional nished, where other than same size 
prints are required, will be 
Bleaching 50¢ per print additional charged for at the negative rates 
Extreme Reductions $1.00 for each easle set-up Overtime Rates =e per hour, minimum charge 
l. 


MULTIGRAPH AND MIMEOGRAPH WORK 


For the information of our membership and to check competition with mailing houses, a price 
schedule in general use in this area for multigraphing and mimeographing is printed below. Members 
who take photo lithography work which entails typing, mailing and the like should patronize our own 
members who handle this kind of work. 


MULTI GRAPH! NG 


Facsimile Typewritten Letters and Forms - Composition Included 














NUMBER OF LINES 
NUMBER 
OF 15 20 25 30 35 40 
COPIES 
Pica Elite Pica Elite Pica Elite Pica Elite Pica Elite Pica Elite 
100 1.50 1.65 1.80 2.00 2.10 2.55 2.40 2-70 2.8 3.20 $3.15 3.55 
200 1.65 1.80 1.95 2.15 2.25 2.50 2.55 2.85 3.00 3.35 3.30 3.70 
300 1.80 1.95 2.10 2.30 2.40 2.65 2.70 3,00 3.15 3.50 3.45 3.85 
400 1.95 2.10 2.25 2.45 2.55 2.80 2.85 3.15 3.30 3.65 3.60 4.00 
500 2.10 2.25 2.40 2.60 2.70 2.95 3.00 3.30 3.45 3.80 3.75 4.15 
600 2.25 2.40 2.55 2.75 2.85 3.10 3.15- 3.45 3.60 3.95 3.90 4.30 
700 2.40 2.55 2.70 2.90 3.00 3.25 3.30 5-60 3.75 4.10 4.05 4.45 
800 2.55 2.70 2.85 3.05 3.15 3.40 3.45 3.75 3.90 4.25 4.20 4.60 
900 2.70 2.85 3.00 3.20 3.50 3.55 3.60 3.90 4.05 4.40 4.35 4.75 
1000 2.85 3.00 3.15 3.35 3.45 3.70 3.75 4.05 4.20 4.55 4.55 4.90 
1M to 10M 1.40 1.40 1.40 1.40 1.75 1.75 
10M to 20M 1.30 1.30 1.30 1.30 1.65 1.65 
20M to 50M 1.20 1.20 1.20 1.20 1.55 1.55 
50M and over 1.10 1.10 1.10 1.10 1.45 1.45 
Tabulation - 10% extra for each colum over 2 Change in date or salutation - 25¢ 
Foreign languages - 50% Author’s alterations - per hour - $1.50 
Plate signatures - 75¢ for first 1000 - 50¢ for Minimum charge - $1.50 


each additional M 


MiMEOGRAPHING 


Minimum charge per stencil including up to 25 lines of copy - $1.00 
Each additional line - 3¢ . 

Running per 100 — 25¢ = $2.00 per M 

Running with slip sheeting - 40¢ per 100 - $3.00 per M 
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OVERCOMING THREE STANDARDIZED 
REASONS FOR NOT BUYING 













There are three chief reasons against buying. 
iEvery Salesman hears these many times a day. Thsy 
have been employed so long and used so frequently 
that they have become standardized and also a 
habit. A habit is easy to make, but very hard to 
ibreak. That is why standardized reasons against 
buying are the most difficult to overcome. It 
cannot be said that any of these reasons are un- 
reasonable or unsound and they must be recognized 
as valid. They buyer considers them good and 
thoroughly adequate and until the salesman has 
aroused interest in his own company and service, 
he need not expect to get him to change his mind. 
wOften a Salesman gets persuasion and pressure 
confused and uses the wrong one. The result ‘is 
always bad. Selling must be forcefully, but 
peently, done. 


‘These are the standardized reasons against buying. 
| 
: 1. "I’m satisfied. 
2. "Your price is too high. 
j pay it." 

3. "I’m not in the market." 


I don’t care to change." 
I don’t want to 


Let’s take them in order. 


"I’m satisfied." I have never found that 
italking of the progress of the world is a good 
antidote for that “satisfied feeling," nor has it 
"proved quite effective in getting a buyer to try 
services. He is not going to admit that he is a 
back number. To him it seems like rank presump- 
tion if the salesman infers that his house has 
been forward, while all the rest have been stand- 
fing still or going backward. 


Many aman has said, "I’m satisfied," when 
ane wasn’t even half way pleased, simply because 
ithe salesman had not advanced any logical reason 
for changing and had failed to arouse interest 
Pin his product. 


f They only way to get along with the satis- 
fied fellow is to agree with him, seeking to 

wmake an opportunity to draw an intelligent com- 
}parison which would indicate why a change in 
‘firms may be expected to yield still more satis- 
faction. Agreeing with him saves time for more 
f important discussions. 


git Isn’t Necessary to Despise your Competitor. 


Apparently, it is very difficult for a 
)salesman to reach the point where he can speak 
well of his competitors. Indeed, many seem to 
think that they should despise their competition. 


<7 = a rannate ee 





I want to remind people of the few times when 
they have gone | in to try to make a sale and had 
the buyer say "I’m willing to agree with all you 
have said. I believe your service is as you re- 
present it, but I am not interested." Such an 
agreement is calculated to take all of the wind 
out of the sales of selling. Do not let a pros- 
pect agree that your service is good, unless he 
knows it to be. If he shows a desire to argue, 
you have a much better opportunity than 
otherwise, 


There is not a single manufacturer drawing 
his substance in orders from dissatisfied cus- 
tomers of his competitors. It, therefore, 
stands to reason that, "I’m satisfied" is not a 
good reason why a man cannot be sold. 


"Your price is too high." Admittedly, there 

are those who cannot afford to pay the first 

cost of first-class work because they have not 
the money. No endeavor should be made to sell 
them such a service, The lack of financial 
means inflict many handicaps and the necessity 
a buying cheap work is not the least of 

ese. 


We never get more than we pay for. It is a 
fallacy for a man to say, "I get as 200d resuits 
from the cheapest as from the best." That 
isn’t even a problem, so there is no answer to 
it. Reputable manufacturers have adopted that 
great principle that quality must be consistent 
with price. Production and distribution costs 
demand that price be equally as consistent 
with quality. 


Only when all things are known to be equal 
can buying on price alone be safe. It is not 
consistent to assume the relative value of pro- 
ducts, as with most of the work this must be de- 
termined by tests. So it becomes a matter of 
proofs rather than judgement. 


The problems of price interference are 
world-wide. The matter of price, whether low, 
medium or high, does not offer any assurance 
of getting the orders. 


There are many more salesmen desirous of 
following the lines of least resistance, as 
they see it, in offering goods at cheap prices, 
than there are buyers demanding low prices and 
equally low-grade work. The salesman should 
never feel the need of apologizing when he is 
offering better goods at higher prices than 
are charged for lower quality materials. Many 
of them have this weakness and they alone will 
have to correct it. 








NEWICK BROTHERS, 


Brothers, Inc., 187 Sylvan Avenue. 
\ Harris offset press and a complete photo plate making department. 
is a new departure for this company which has been in business for some time 
as die stampers, engravers and printers. 


INC. SET UP A PLANT 


A new plant has recently started over in Newark, N.J. under the name Newick 
The equipment consists of a 22x & 
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THE. LITHOGRAPHERS NATIONAL ASSOCIATION 
SUGGESTS REGIONAL CODE AREAS 
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In these suggested 

there are separate 11 
gTaphic establishments, as 
shown: 





Region 1 - Boston fa 

— H - ~ York aee 

TENTATIVE Ricies gs Gite! | 
REGIONAL CODE AUTHORITIES eR Bel sa > 
Region 8 - Sen Frencisco_63 

Total 819 


THE LITHOGRAPHIC INDUSTRY 
i: in’eaan state fachows Oy 
LITHOGRAPHERS NATIONAL ASSOCIATION numerals on the map. 
295 MADISON AVE., NEW YORK CITY 








'e 
S. Hammond @ Cu 
Copyriaht Owners 








On the map above are eight cities proposed as Regional Headquarters of the eight Regions. 
The boundaries are indicated for each of the Regions but these boundaries are at present tentative 


and are presented for criticism and suggestion. 
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